
A RUSSIAN merchant makes his
sales and purchares before a

samovar.tea ketlle.and an

:. Trade for him is not a means of
gambling, but a religious professiou.
He looks on it as a saered inheritance
of his ancestors. a profession by whieh
to make an honest living and to save a

little for his children.
The office of the merchant consists

of a wide room filk d with all kinds of
samples on the shelves and tables. A
wide table is in the rear, on which a

samovar is boiling from morning till
evening. Behind this is a white tile-
stove, and next to it, in the corner, is
hanging an ikon with a burning lamp.
On the table stand flsifMWl. jars and
boxes filled with jelly, biseuits and dcli-
caciec.

CALLING ON A RUSSIAN MER¬
CHANT IS MUCH LIKE DROP-

PING IN AT AN AFTER¬
NOON FUNCTION.

A* the Uble sits the merch.ant, with
long board, leaning back in his arm-

chair. Next to his table are the desks
of the clerk. bookkeeper and the man¬

ager, if it is a big firm. but only one

correspondent bookkeeper if tbe firm is
small. a\n old man who keeps things in
order acts as messenger boy. His name

is usually VaasUJ or Ivan. When I come
to see Feodor Petrovitch, the merchant,
Yassili announces me and then I am

conductod to the table.
"Please take a soat." says the mer¬

chant, with a hospiGible smile. "Yas¬
sili, give a glass of tea to the gentle-
man. Do you smoke? Take a glass of
vodka? Well. I am sorry! Now, here
is the jelly, my little dove," he continues,
without giving me a chance to answer.

"Feodor Petrovitch," I begin, "I for-
got to give you the receipt for the five
hundred rubles."
Waving his hand, Feodor Petrovitch

exelaims :

"What nonsense! You had better tell
me how is the health of your family and
how did you spend thc last evening. Did
you hear that the Crooked Mirror Com-

is in our town? Magnificent! I tell
you! Simply grand! I laughed about it
even in my dreams!"

"QuiteSO, Feodor Petrovitch." I stani-
mer. "Hut I think we had better finish
our business, as I intend to leave the
city to-night."

"Ves, my little dove.golubchil:.
you can leave the hotel and stay with
us. But we don't do business that way.
We will drive to-morrow.it is a semi-
holiday.to the monastery and have
lunch in the inn. Vou must see the
Croohx >l Mirror people before you leave,
and you must see our family. Why, it
would be a crime to come here, sell
goods ar.d leave the town like a cold-
blooded German. Thank the Lord. we

are Russians and we have our good
name! No buainess to-day, nothing to-
morrow; after to-morrow we can take
up the business alTairs. Put thc receipt
in your pocket and tell me frankly how
do you like the FilipofTs pancakes? My
little boy, you don't know our people."
Thus would speak Feodor Petrovitch

and treat me to a glass of steaming tea
and all the delieacies. The teleplu.no
would interrupt our conversation. Feo¬
dor Petrovitch would leave the office,
asking the bookkeper to entertain me

in the meanwhile.
"How is business'.'" I would ask the

bookkeeper.
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"HAVE SOME TEA, MY LITTLE DOVE?"
Or if Not Tea, There Is Jelly, Biscuit or Vodka for the Russian Merchant}s

Caller.Business Is Business, Nevertheless.
"Cod be thanked. we are doing weil!

But why don't you take the caviar?
Take a glass of vodka. You see. my dear.
we don't care B0 much for the business
that you can give us as we care for your
pleasant presence. We like to entertain
our colleagues. customers and business
friends, but business is the last word
we speak. There is plenty of bread for
us in what we can do quietly and mod-
estly," says the bookkeeper.
When the merchant returns we con-

tinue drinking tea and diflCUflfling every¬
thing but trade. I am invited to be the
guest of the merchant and his family in
the evening. Only on the third day I
am asked by my host what I have to
ofTer, and so on. One feels naturally as

a friend to the merchant, and business
is done in a patriarchal way. During
this time the n-erchant knows more or

less my psychology, my weak and strong
sides. and acts accordingly. The same

method, only in a lesser degree, prevails
in the store. The customers are the
friends of the merchant. Credit is given
and debts are paid without any docu-
mentary evidence, and business has the
aspect of a big family life.

It is this very element that plays the
greatest role in Russian trade and yet is
least known to American business men.

Without knowing the kttpetz little can

be achieved in Russia. The Kupcchs-
kaya Uprava.Board of Trade.is the
most vital institution of a Russian town.
To reaeh this one has to know the indi¬
vidual merchant and be well recom-

mended by him. This institution en-

joys great privileges and independence.
It takes care of t«he interests of its mem¬
bers and practically of the whole munic-
ipality. It supervises the local trade
and takes great care that obligations
and promises are kept by the business
men. It cultivates a spirit of honesty
and commereial integrity. It acts as a

legislative. juridical and executive body
not only for its members but for the
whole township.
"WE HAVE CLOSED OUR DOORS

TO GERMANY AND INVITE
AMERICA TO TAKE

ITS PLACE."

"The Pflkoff Board of Trade made the
resolution to grant an office and ware-

house free of charge to the Russian-
American-Asiatic Corporation in Pflkoff
for ten years in order to foster the di-
rect trade relationa between Russia and
the United States and Canada." Thua
writea the chairman of the PskofT Ku-
pechflkaya Uprava to the above named

.]y formed New Vork export
houae. "We have closed our doors to
the German manufacturers and invite
those of America to take the lattor's
place. But you must understand that
we cannot buy goodfl from your Knglish
cataloguefl and aend the money to you
without knowing some one of your firm
peraonally. We purchaae annually for¬
eign goods to an extent of ten million
rubles, and expect that your firm can

sill same to us under the same condi¬
tions as we have been purchasing for
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so many generations from other nations
here in Europe."
"What will you do to comply with the

request of the institution in question?"
I asked A. H. Martens, president of the
Kussian-Ameriean-Asiati" (lorporation,
00 Bro.adway. New Vork.
"We will do our best," replied Mr.

Martens. "Our first requisite to suc¬

cess in Russian trade is knowledge.
Specialized export knowledge of inter¬
national trade; our second requisite is
the establiahment of direct scdling fa¬
cilities in Russia, right on the spot;
these our American manufacturers can-

tween the Oriental and the Occidcntal
markets. The Nijni-Novgorod Fair is,
and remains.oneof the most pi-'turosque
potential tactore in European mercan-

tile history. For that reason it is ab-
surd to speak of undeveloped Russian
trade or to belittle Russian business.
The wealth and power of Russia lie

not in the bureaucratic government nor

in the hands of tht* chinovniks, but in

the Kupechestwo and the moujiks, al-
though a certain intellectual class, com-

posed of various professional branchcs,
the doctors, teachers, lawyers, clerks,
artists, engineers, etc, has begun to
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A Russian Merchant oi the Humbler Class.

not afford to provide for themselves in-
dividually. Once these two requiflitea
are complied with, all elae will follow;
nol apontaneoualy, perhapa, and not
without effort, but it will follow, juat aa
the t!ag mU8t follow trade
"The Russian end of our organization

ia in charge of nativea acting under the
Buperviaion of our New Vork office. As
early aa the seventeenth century Eng-
lish economiata advocated co-operative
aelling methoda by meana of non-com-
peting groupa. The trade of Greal
ain was founded on that principle. As
the foreign trade of a nation becomea
fully developed, the co-operative meth¬
oda are gradually supplanted by indi¬
vidual organizationa. The advantage.;
to the amaller manufacturer of organi¬
zation would be an opportunity to estab-
liflh hia buaineaa in aeveral provincea of
a country at the same time.a task too
expenaive for most houses to undertake
alone. Our efforta to deal directly with
the real Ruaaian rnerchanta is to enable
the American manufacturer to get a
firm hold of the Russian marketa now

and to Bave a lot of bother and corre-

apondence for Ruaaian buyers."
As Russia difft ra from the rest of the

world aocially, artiatically and politi-
cally, likewise she differa in her com¬

mereial principleafromanything known
on this side of the ocean. Numerous
stories and interviewa have been writ-
ten about Russian trade and industry,
but thus far little has been said of the
Russian KupeehesttPO, the backbone of
all the economic life of the empire. The
Kvpeehestwo the merchant claaa of
Russia Ifl older perhaps than the
German Hatua or the Engliah Lloyd, as
it. dates baek to the fifteenth century,
when the r*?st of Europe was plunged in
barbariflm. The Kalashnikoffs, Maka-
roaTa and PopotTs were hifltoric ftgurea
in opening trade channela into the Ori-
ont, China, Tibet, Persia and Turl
For many centuriefl the Russian mer-

chants were the only middlemen be-

play a conspii e past
two decades. The Russian aristocracy
exists only nominally. It never had any
decid r. ki ept, perhaps, before
the Tartar invasion. The clergy, as

mueh as it seemingly depends on the
bureaucracy, draws i4s life, after all,
from ili ess class. The bulk of

I; h II* a in the handa of the
Kupi cheatwo. Tho power of the Gouch-

and Morozoflfs, Ihe mosl conspicu-
merchant families of to-day.

is perhaps greater than the
outside knows. Not very long ago the
C/ar invited Gouchkoff to his palace and
consulted with him about the new Cabi-
net ministers. Two-thirds of the Rus¬
sian national revenues come from trade.

While in other countries commercial
life has iry tallized itself into a science,
in Russia it has remained a religious tra-
dition. Ostrowsky, the great Russian
dramatisl of the past century, depicted
in his numerous plays maste.i'ully the
psychology of the merchant class. But
no one has j n the history of
Russian trade, in which have been in-
volved great court intrigues, romances,
tragedies and thrilling episodes of a
semi-Oriental life. The Russian Ku-
peekestwo, to a large extent, lives the
same life that it lived under Ivan the
Terrible, Peter the Great and the ad-
venturous Anna Ivanovna. A glass of
tea plays nowadays the same role in the
Russian business affaira aa it did cen-
turies bt f< re. The ikon that stood in
the corner of the store of Kalashnikoff so

many centurii iago tanda to-day in the
same way in the corrn r of the elaborate
offieea of the Rforozoffs, Riabushinskys,
PopofTs and Filipo sarne semi-
romantic, semi-mystic atmosphere that
prevails in the Russian social life per-
meati a that of business. The merchant

r Saratoff is just as dif¬
ferent from th American business man
as nighl from day.
The American business men or tour-

ists who happen to make a trip to

Petrograd, Moscow or other seaport
towns of Russia will never be able to get
any idea of a real Russian merchant,
even if they speak Russian, as all the
business men they meet form an excep-
tion to the average kuprtz-mrrchant. To
my knowledge the Russians that triide
with foreign countries leave the export
and import transactions in the hands of
their German, Jewish, Polish, Swedish,
Dutch, Esthonian and Finnish foreign
managers. Until this war the Germans,
Jews and Belgians controlled all the
Russian foreign trade. An average Rus¬
sian merchant considers it belittling to
take personal charge of the foreign
trade. For that reason he rarely meets
a foreign business man, and remains in
aeclusion from the outside world. There
are merchant familiesin MosccAv, Nijni-
Novgorod, Saratoff, Yaroslav and Kiev
whose ancestors were engaged in the
same profession. Once I made the ac-

fjuaintanee of a merchant in Moscow
who produced for me the historic proof
of the fact that one of his ancestors had
supplied the court of Genghis-Kahn in
the fourteenth century. It is a common

case to meet Russian business men

whose mercantile genealogy dates back
six generation.s. The oldest son of the
family inherits, as a rule, the business
of his father and takes care of the other
members of the family. The oldest son

of a merchant is usually free from mili¬
tary service and is trained from his
youth to trade. He seldom is sent to
college, to the university or even to the
gymnasium. Often he gets a good edu-
eation at home and then is graduated in
a good private school. At the age of
twenty-three to twenty-five he marries
and bocomes the heir of all his father's
afTairs. The other sons are made either
artists, lawyers, doctors. teachers or

otlicials in the vanous departments of
the government or the municipality.

IF A RUSSIAN MERCHANT SAYS
HE IS WORTH A MILLION,,

THE CHANCES ARE
HE IS.

Russian commerce has a stability
such 8S is to be found nowhere else. A
firm of good standing rarely fails. As
all the Rus.-ian trade is either an indi-
vidual or partnership venture, and there
are few stock companies of the nature
of those in this country, the foundation
is solio and stable. A firm's wealth is
actually evident from the goods in the
stores or in tho warehouses and from
ihe cash in the treasury. There is no

stock-jobbery or high-sounding air
about a Russian mercantile house. If a

merchant says he is worth a million dol¬
lars, one may be sure that it does not
consist in uncertain securities or imag-
inary schemes, but in actual cash and
goodfl in hand.
The tendency of aecumulation of

goods has its good and bad sides. You
will find in a Russian s.t<>ro things that
were u^od a century ago next to the

novelties. The benefit of this lies
in the fact that the taste of the people

is not spoiled by sensational and tem-
porary fads, and thus an artistic atmos-
phere is maintained in the country. The
mixture of the designs and colors
shapes and lines of the past centuries
with the present produces that equili-
brium which guides a nation perhapa,
best of all in its aesthetic evolution.
Through this very fact Russia is the
most highly educated country in art
You will find products of the semi-bar-
.baric Tartar and the highly cultured
modern Slav in the Russian stores. I
know merchants in my home province,
p8koff, who still hflVe goods in their
warehouses that were sold during the
seventeenth century.

MERCHANTS WHO DRESS LIKE
PEASANTS, BUT WHOSE
HOMES ARE PALACES.

To keep a large amount of g^ods in
stock has been the prime reason that
Russian merchants require such long
term credit from the manufacturers.
The German manufacturers g**anted
credit from six months to a year against
the bank accepiances of the Russians.
The Russian credit system is the safest
imaginable, irrespective of the legal
protection. Not for any amount of
money would a reputable Russian
kupetz ruin his firm's reputation by fail-
ing to pay his bank acceptance. It is
considered very reprehensible if a
merchant does not keep his word. Most
of the Russian trade transactions ane
based on verbal promises. This, of
course, does not apply to the business
men of the Polish provinces and to a
certain class of traders in towns like
Petrograd, Odessa, Warsaw, etc. I am

speaking of the real traditional Russian
merchants of central and P>astern Rus¬
sia. The best class of Russian business
/ien are the Oldbelievers.Starovery-
who neither drink any alcoholic drinks,
nor smoke or spend money on their
clothes. Primitive simplicity in manncrs
and life is their foremost requircment.
I have known Starovery merchants who
dressed like the pcasants, yet iived in
palatial homes and spent large Bumi of
money on art and religious institutions.
The trouole with Russian business

men is that they are too conservative
and opposed to change. Instead of in-
vesting superfluous eapital in new in¬
dustrial ventures, stocks or munieipal
securities, they keep it in their safes.
If a merchant has fifty thousand
rubles he keeps it in his home and ob-
jects to have anything to do with a

bank. There are tens of thousands of
such old-fashioned Russian merchants,
whose money is kept "dead" in their
homes. According to the estimate of
the late Count Witte, one-fifth of Rus-
sia's cash is tied up in the safes of the
merchants. While the merchant could
safely pay cash for his orders, yet he
has been spoiled by manufacturers in
giving long term credit, and he sticks
to the custom. The banking system, as

practised here, is unknown in Russia,
though there are big banks with large
eapital. Vou can more safely give
credit to a Russian merchant than to a

government institution, because Bfl
cares more for his good name than for
heaping up money. The average Rus¬
sian merchant has been but little
atTected by the madness for getting riclu
quick. "

Ihe Great Bell Market, Nijni-Novgorod Fair.


